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How We Budget Sales to Protect Profit.... 


By R. W. Denman, director of sales pro- 
motion and advertising, The Troy Laun- 
dry Machinery Company, New York City 


Utility Cooperates with Dealers to Boom 
Appliance Sales 


By Ernest R. Acker, general promotion 
manager, Central Hudson Gas & Electric 
Company, Poughkeepsie, New York 
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An Advertised Brand Name Opens Fertile 
New Sales Fields 


By D. G. Baird 


A Utility Product Catches Step with Style 
Trends 
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By R. A. Hardy, manager sales promo- 
tion, paint and varnish division, E. I. 
du Pont de Nemours & Company, Phila- 
delphia 


Why 1910 Sales Policies Won’t Sell 1930 
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By W. B. Munroe, president, Supplee- 
Biddle Hardware Company, Philadelphia 


Astring-O-Sol Campaign Sells 
Quota in One Month 


As told to D. G. Baird by D. S. Me- 
Naughton and W. H. Herbert, sales and 
advertising managers, Frederick Stearns 
& Company, Detroit 
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“But Your Price Is Too High”........... 
Thirteen executives tell how they meet 
this common objection 

“But Your Price Is Too High”........... 
Part II of a symposium in the October 5 
issue 

Wilson Brothers Unite Dealers to Teach 
Better Selling Methods ............... 


As told to D. G. Baird by Daniel H. 
Steele, vice-president, in charge of sales, 
Wilson Brothers, Chicago 


“Flying Showcases” Are Effective Aid in 
Selling to Aircraft Industry .......... 


As told to George Fellows by Charles H. 
Colvin, president, Pioneer Instrument 
Company, New York 


An Explanation (Editorial) 


Salesmen to the Fore (Editorial).......... 


How to Sell the Giants of the Railroad 
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By Henry King 

The Hard-Sheiled Prospect Who Is Sure He 
Isn’t Interested 
By D. G. Baird 
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A Story of the Mistakes of a Tyro Manu- 
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By John L. Scott 
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SALESMEN—HANDLING, HIRING 


AND TRAINING 


Questionnaire Contest Forms Basis of Sales 
Training Course 
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National Cash Girds Salesmen to Meet 
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By George E. Irving, director, sales edu- 
cation division, The National Cash Reg- 
ister Company, Dayton, Ohio 


_, 4 Plan and Build a Standard Sales 
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The second of three articles by R. C. Hay 


Records that Spot the Man Who Is About to 
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By E. A. Terhune, sales manager, refrig- 
eration department, C. C. Harvey Com- 
pany, Boston 


Five Water-Tight Rules for Hiring Suc- 
commiul Seles 22. ccccccccccccccess 
By Paul S. Wiggins, metropolitan sales 
manager, Frigidaire Corporation, Port- 
land, Oregon, Branch 


Conoco Sells Every Service Man on New Oil 
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By Lawrence M. Hughes 


How to Plan and Use a Standard Sales Pres- 
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The last of a group of three articles by 
R. C. Hay 


1,000 General Electric Salesmen Enroll in 
Apartment House Course 
By J. M. Headen 


How to Find the Best Method for Paying 
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The first of a group of articles by Lin- 
coln Lothrop, secretary and director of 


merchandising, Bigelow, Kent, Willard & 
Company, Inc., Boston 


Making the Payroll Pay (Editorial)...... 
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STYLING AND PRODUCT DESIGN 


Keeping Pace with the Man (Editorial)... 


Sales Management Gallery—New Trends in 
Package Merchandising 
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The Source of Fashion Changes (Editorial) 


A Utility Product Catches Step with Style 
Trends 
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By R. A. Hardy, manager sales promo- 
tion, paint and varnish division, E. I. 
du Pont de Nemours & Company, Phila- 
delphia 
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By Fred Suhr 


11/2 


11/30 
12/14 


12/21 


260 


24 


64 


122 


167 


319 


363 


448 


456 


499 


566 


240 


406 
524 


550 


546 


Only twenty-five bound volumes of SALES MANAGEMENT, Volume XX, have 
been produced. They will be distributed as long as they last to those who 
request them in the rotation in which orders are received, at the regular 
price of $5 each. 
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